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Research  Consulting  Proposal  -August  20,  1992 

COMPETITIVE  PROPOSAL  ANALYSIS 

For:  Hitachi  Data  Systems 

BACKGROUND  AND  OBJECTIVES 
A.  Background 

The  U.S.  market  for  computer  hardware  and  related  services  is  increasingly  competitive.  Hitachi 
Data  Systems  (HDS),  a  premier  supplier  in  both  the  foil  system  and  DASD  market  segments, 
finds  itself  in  very  competitive  bidding  situations  in  both  of  these  markets.  Field  feedback 
indicates  that  Hitachi's  pricing  and  competitors'  discounting  practices  are  the  major  factor 
contributing  to  lost  bids.  Hitachi  would  like  to  gain  a  more  objective  and  quantified  assessment  of 
just  what  factors  work  for  and  against  them  in  competitive  situations,  and  has  asked  INPIJT  to 
develop  a  field  research  proposal  that  would  meet  the  following  objectives: 

Objectives 

Determine  the  discriminating  factors  that  are  primary  in  making  the  difference  between  a 
"win"  and  "lose"  situation  for  Hitachi. 

Quantify  the  difference  between  Hitachi's  and  the  winning  or  losing  proposer's  price. 

Provide  analysis  and  recommendations  as  to  what  Hitachi's  strategy  should  be  to  increase  its 
bidding  success  rate. 

•  \. 

SCOPE  ' 

•  Given  the  difficulty  of  obtaining  accurate  competitive  pricing  information  through  traditional 
research  techniques,  INPUT  proposes  that  the  initial  engagement  be  limited  to  a  pilot  study 
analyzing  20  competitive  situations  to  certify  the  proposed  methodology.  Assuming 
certification  of  the  approach,  a  follow-on  proposal  will  be  developed  expanding  the  sample  to 
obtain  statistically  significant  results. 

•  The  sample  for  the  pilot  will  be  restricted  to  bidding  situations  that  took  place  in  the  United 
States  and  Canada. 

•  Even  though  pricing  appears  to  be  the  primary  consideration  according  to  field  sales  feedback, 
INPUT  will  attempt  to  determine  the  influence  of  other  factors  such  as  bundled  services, 
software  and  support  on  the  evaluation  process. 
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METHODOLOGY 


INPUT  will  utilize  telephone  interviews  to  obtain  the  field  data  required  to  perform  the  proposed 
analysis.  As  indicated  under  SCOPE,  a  sample  of  20  companies  will  be  interviewed  for  the  pilot. 
INPUT  will  attempt  to  balance  the  sample  in  terms  of  "won"  and  "lost"  situations,  and  anticipates 
that  it  will  require  a  minimum  of  2  interviews  per  company  to  obtain  the  required  information.  To 
facilitate  the  interview  process  Hitachi  will  provide  INPUT  with  the  names  and  initial  contact 
points  of  a  minimum  of  50  firms  (bidding  situations)  in  which  a  decision  was  reached  by  Hitachi's 
prospect  within  the  last  six  months.  To  the  extent  possible  the  bidding  situations  provided  should 
be  balanced  between  "wins"  and  "loses".  The  information  provided  by  Hitachi  would  include: 

^  •  The  name  of  the  firm 

/  •  Name  address  and  telephone  number  of  the  primary  contact  point 

^  •  Names  and  telephone  numbers  of  any  other  contacts  relevant  to  the  bid  (as  available) 

^  •  A  description  of  the  package  of  products  and  services  included  in  the  bid 

The  actual  project  will  proceed  as  follows: 

•    INPUT  will  prepare  an  interview  guide  designed  to  meet  the  study  objectives  for  review  with 
Hitachi.  The  interview  guide  will  contain  both  open-ended  and  structured  questions.  In 
addition  to  capturing  the  appropriate  demographic  information,  the  interview  guide  will  focus 
on  the  following  aspects  of  the  prospect/client's  evaluation  process. 


Pre-proposal  communications 

-  Proposal  content  (did  it  meet  client  expectations) 

-  Soft  evaluation  criteria  (technical,  support,  and  service) 
Post-proposal/pre-decision  support 

Pricing 

Differentiators  in  the  competitor's  offering 

The  utilization  of  outside  consultants  in  the  evaluation  process 

An  attempt  will  be  made  to  get  "hard"  data  on  actual  competitive  prices.  However,  it  is  more 
likely  that  interviewees  will  be  inclined  to  respond  by  citing  percentage  differences  between 
Hitachi's  and  its  competitors'  prices. 

•    Hitachi  will  review  the  interview  guide  and  INPUT  will  make  any  appropriate  adjustments  to 
meet  Hitachi's  requirements. 

A  minimum  of  10  interviews  will  be  conducted  to  determine  the  viability  of  the  process. 
INPUT'S  project  manager  will  analyze  the  results  of  this  preliminary  interview  set  and  meet 
with  Hitachi  to  discuss  any  recommended  changes  to  either  the  interview  guide  or  the  process. 
Assuming  a  go-ahead,  the  remaining  interviews  will  be  conducted. 


(0 
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Competitive  Proposal  Analysis  -  Hitachi  Data  Systems 

•    INPUT  will  prepare  a  5  to  10  page  analysis  of  the  pilot  results,  and  meet  with  Hitachi  to 
review  the  results  of  the  pilot  study. 


•  Formal  interview  guide  for  obtaining  the  field  data  required  for  the  analysis 

•  Mid-project  review  of  results  to  date,  including  recommendations  for  changes  in  the  approach 
or  interview  structure.  The  midpoint  review  will  also  include  a  tabulation  of  the  results  to 
date  cross-tabbed  by  respondent,  industry  group,  company  size,  competitors  involved  and 
class  of  product  bid. 

•  Written  report  analyzing  the  data  obtained  and  recommendations  for  changes  Hitachi  can 
make  in  competitive  situations  to  minimize  the  number  of  lost  bids. 

•  On-site  presentation  of  the  report  and  recommendations 

•  A  list  identifying  interviewees.  (This  will  be  done  on  a  best-efforts  basis.  Interviewees  will  be 
asked  if  their  names  may  be  given  to  INPUT'S  client.) 


INPUT'S  total  fee  for  the  pilot  study  is  $J_2,000;  $6,000  payable  upon  authorization.  Assuming 
that  a  go-ahead  occurs  after  the  first  ten  interviews  have  been  completed,  the  remaining  fee  of 
$6,000  will  be  due  upon  completion  of  the  study  report  and  presentation  of  the  results  to  Hitachi 
Data  Systems.  In  the  event  the  project  is  abandoned  at  the  mid-project  review,  the  total  fees  will 
be  $6,000  plus  incidental  expenses  as  described  below. 

Other  incidental  costs  associated  with  field  research  studies  (including  telephone,  reproduction, 
etc.)  will  be  billed  at  cost  and  are  estimated  to  be  less  than  5%  of  the  total  project  fee  of  $12,000. 

B.       Schedules  -  INPUT  proposes  the  following  schedule  for  completion  of  the  project. 

•  9/3/92  -  Preliminary  Review  of  Questionnaire  (Hitachi/INPUT) 

•  9/10/92  -  Questionnaire  finalized,  interview  prospects  turned  over  to  INPUT  by  Hitachi 

•  9/17/92  -  Midpoint  project  review 

•  9/31/92  -  Presentation  of  study  results 

Note:  The  above  schedule  assumes  project  authorization  by  Hitachi  by  no  later  than  August  24, 


DELIVERABLES 


FEES  AND  SCHEDULES 


A. 


Fees 


1992. 
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QUALIFICATIONS/STAFFING 


A.  Qualifications 

INPUT  is  well  qualified  to  assist  Hitachi  Data  Systems  in  providing  the  desired  information.  As  a 
leading  market  research  and  consulting  firm  to  the  information  services  industry,  EVfPUT  has  1 7 
years  of  experience  in  analyzing  markets,  vendor  strategies,  user  requirements  and  customer 
satisfaction.  More  specifically,  INPUT  has  conducted  both  custom  and  syndicated  field  research 
on  the  pricing  strategies  of  professional  services  and  other  information  services  vendors. 

INPUT'S  internal  interviewing  staff  conducts  over  6,000  user  interviews  a  year  with  information 
systems  and  operating  executives  of  buying  firms.  They  are  knowledgeable  about  the  industry 
and  well-trained  in  obtaining  issue  and  opinion-related  information  in  addition  to  statistical  data. 

Hitachi  has  utilized  INPUT  in  previous  custom  engagements  to  obtain  mission  critical  information 
of  a  proprietary  nature. 


This  engagement  will  be  under  the  overall  direction  of  R.  Dennis  (Denny)  Wayson,  Vice  President 
and  General  Manager  of  INPUT.  Senior  INPUT  interviewers  with  significant  experience  in  the 
mainframe  computer  industry  will  be  utilized  to  conduct  the  interviews  for  this  project. 

CONFIDENTIALITY 

As  a  requirement  for  meeting  the  study  objectives,  Hitachi  agrees  to  provide  INPUT  with  contact 
names  from  which  to  develop  the  interview  sample.  INPUT  agrees  that  the  contact  names  and 
related  information  about  specific  competitive  situations  is  the  sole  property  of  Hitachi  Data 
Systems  and  may  not  be  used  or  disclosed  by  INPUT  to  any  person  outside  Hitachi  Data  Systems. 

Furthermore,  INPUT  agrees  that  the  results  of  the  study  research  along  with  conclusions  and 
recommendations  are  the  property  of  Hitachi  Data  Systems,  and  may  not  be  disclosed  or 
published  by  INPUT  for  any  other  client  than  Hitachi  Data  Systems. 

DURATION  OF  THIS  PROPOSAL'S  VALIDITY 

This  proposal  will  remain  valid  for  a  period  of  1 5  days. 


B. 


Staffing 


(This  space  deliberately  left  blank.) 
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Competitive  Proposal  Analysis  -  Hitachi  Data  Systems 


AUTHORIZATION 


Authorization  of  this  project  may  be  completed  by  signing  and  returning  a  copy  of  the  proposal  to 
INPUT,  together  with  the  initial  payment  of  $6,000.  Upon  acceptance  by  INPUT,  a 
countersigned  copy  of  the  proposal  will  be  returned  to  Hitachi  Data  Systems. 


AUTHORIZED  BY: 
INPUT 


ACCEPTED  BY: 
HITACHI  DATA  SYSTEMS 


Signature 


Signature 


Name 


Name 


Title 


Title 


Date 


Date 
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COMPETITIVE  PROPOSAL  ANALYSIS 
For:  Hitachi  Data  Systems 


BACKGROUND  AND  OBJECTIVES 

A  Biickgroiuui 

Tlie  U.S.  market  for  conipiiier  hard\var£  and  related  seiA  ices  is  incrcasingh-  comreTitive  Hil;Klii 
Data  Systems  (HDS).  a  premier  supplier  in  both  the  fiil!  system  and  DASD  market  segments,  tliids 
itself  in  ver>  competiti\  e  bidding  situations  in  boili  of  iliv^se  markets.  Field  feedback  indicates  that 
tffl'Achi's  pricing  and  conipetitor>'  di>coLinting  praclicev  are  llie  major  factor  conlributini:  to  loj-l  bid- 
(Hitalciii  would  like  to  gain  a  more  <>biecti\'e  and  quantified  asses-smeni  of  just  what  faclor^.  woik  f>M 
me  against  them  in  competiii\'e  situations,  and  has  asked  INPl'Tto  de\  clop  a  field  rcscarcli 
proposal  that  would  meet  the  following  objectives: 

B        Objectl\  es 


Deteniiine  the  discriminating  factors  that  are  primiU  >  in  making  the  difference  l•>ct^^  cen  a  in' 
and  "lose"  situation  for  Hitachi. 


•  Quantity'  the  difference  betw  een  Hitachi's  and  the  w  mjiiiig  or  losing  proposer's  price  xTfen^fH*^ 
Tsiafe^^s=ifc^^diwg. or  prin>ar>  diftrrontiatiur.   • 

•  Pro^"ide  anah  sis  and  recommendations  as  to  what  1  litachi's  siraieg\  siiould  be  to  increase  ii> 
bidding  success  rate. 


SCOPE 

•  Giv'en  the  difllculiy  of  obtaining  accurate  competitive  pricing  pricing  inlonnation  ilu-ough 
traditional  research  techniques.  IXPIT  proposes  that  the  initial  engagement  be  limited  to  a  piloi 
study  anaKzing  20  competiti\  e  situations  to  certil\  the  proposed  meihodolog> .  .Assuming 
certification  of  the  approach,  a  Ibliow-on  proposal  w  ill  be  de\eloped  eNpandina  the  sample  lo 
obtain  statisticalh  jiignificant  results 

•  The  sample  for  the  pilot  w  ill  be  restricted  to  bidding  situations  that  took  place  in  the  I.  niied 
States  and  Canada. 

•  Even  thougli  pricing  appears  to  be  the  primary  con>-ideraiion  according  to  field  sales  feedb;ick. 
INPUT  w  ill  attempt  to  detennine  the  inlluence  of  oilier  factors  such  as  bundled  ser\  lees. 
software  and  suppon  on  the  e^•aiuation  process. 
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cated  under  SCOPE,  a  sample  of  2(J  companies  will  be  inter\  ie\\ed  for  the  pil"i. 
INPIT  will  attempt  to  balance  the  s^iiple  in  teniis  of  "uon"  and  "lost"  situations,  and  anticipaio 
that  it  u  ill  require  a  minimum  of  2  interviews  per  company  lo  obtain  the  required  infonnation.  Ti> 
facilitate  the  interview  process  Hitachi  \vill  provide  INPIT  with  the  names  and  inilial  contact  point- 
of  a  minimum  of  50  finns  (bidding  situations)  in  which  a  decision  was  reached  b\  Iliiaclii's  prospe^i 
within  the  last  sis;  months.  To  the  evteni  possible  the  biddine.  situations  provided  should  be  balanced 
between  "wins"  and  "loses".  The  infonnation  pro\  ided  by  Hitachi  \\outd  include: 

•  The  name  of  the  Jinn 

•  Name  address  and  telephone  number  of  the  primarv  contact  point 

•  Names  and  telephone  numbers  of  an>  other  contacts  rele\  ant  to  the  bid  (as  a\  ailablc! 

•  A  description  of  the  package  of  pivducts  and  ser>"icc>  included  in  the  bid 


The  actual  project  will  proceed  as  follows: 

•  INPUT  will  prepare  an  inter\  ie\\  guide  designed  to  meet  the  studv'  objectives  for  re\  iew  \\  iih 
Hitachi.  The  inter\"iew  guide  \^  ill  contain  both  open-ended  and  structured  questions  In  addition 
to  capttiring  the  appropriate  deniogi  aphic  inlbnnatii>n.  the  inten  iew  guide  will  foctw  on  the 
following  aspeas  of  the  prospect  client's  e\aluation  process, 

Pre-proposal  continunicaiions 
Proposal  content  (did  it  meet  client  expectations) 
•    Soft  e^■aluation  crilieria  (tecluiical.  suppon.  and  ser^■ice) 
Post-proposal  pre-decision  support 
Pricing 

Differentiators  in  the  competitor's  ofterins  jy^ 

The  utilization  of  outside  consultants  in  thc^^ahiation  process 

.\n  attempt  will  be  made  lo  gel  'hard"  data  on  actual  compeiiii\e  prices.  Howe\  er.  n  is  moij 
likeh"  that  interview ees  ^\  ill  be  inclined  to  respond  h\  citing  perceni.ige  differences  bctwc^ 
Hitachi's  and  us  competi I ors'prices.___  ...^\jO'd\  / 

•  .VmuJling  aHTliHTgW^^^TitacTn^rT^iew  the  interv  iew  guide  and  make  am  n>vcssary 
adjustments. 


\  minimum  of  10  interviews  will  be  conducted  to  dctemiine  the  viability  ot  the  process.      ^a.  IS 
INPUT'S  project  manager  will  analyze  the  results  ot  this  preliminary  interview  set  and  meet  wiih 
Hitachi  to  discuss  any  reconuneiided  changes  to  either  the  interview  guide  or  the  process. 
.A^sumine  a  co-ahead,  the  remaining  interviews  w  ill  be  conducted. 
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•    INPIT  \\  ill  prepare  a  5  to  1 0  page  analysis  ofihe  pilot  results,  and  meet  with  Miia^-hi  to  rc\  ie\\ 
the  results  of  the  pilot  stud} . 


DELIVERABLES 


Foniial  inter\  ie\\  guide  for  ohiainingthc  field  data  required  tor  the  anah  s'i.- 
Mid-project  review  of  results  lo  date,  including  reconuiicndatjons  for  changes  in  tlK  appro;ich  >'r 
inten'iew  structure  v.  l>c^^ 

Written  report  analyzing  the  data  obtained  and  reconuncndations  for  the^itin.uation  of  the 
project  iirt^  ^t^cAf^^  rn^fe^       r c/^ j^C-fi fi         i/A^^--^  ^^'^  . 

On-site  presentation  of  the  rcpon  and  reconiniendaiions       '^^'^^ )  l<  r>On^ 
A  list  identilAing  imen  iewees.  (This  will  be  done  "u  a  best-eftoiis  basis.  Interv  iewees  will  be 
asked  if  their  names  nun  be  i:i\'en  to  INPUTS  client  ) 


S  AND  SCHEDULES 

Fees 


INPlTs  total  fee  for  the  pilot  study  is  SI  2.000; -Slttifiiipav  able  upon  atithorization.  'r-^frUimrrg-tTiaj^j^     -  _ 
a  go-ahead  occurs  alter  the  first  ten  inter\  ie\vs  ha\  e  been  completed,  the  remaining  fee  (■^f-^#!^CL"r"f^^^^ 
will  be  due  upon  completion  of  ihc  .<tud>  repoil  and  prcseniaiion  of  the  results  to  I  litachi  Data  ■^ii.y  i  ^ 
S>  stenis.  In  the  event  the  project  is  abandoned  at  the  mid-project  re\-ie\v .  the  total  fees  \\  ill  be 
SS.Oiifl  plus  incidental  expenses  ns  described  below. 

(Dther  mcldentaTcosts  associated  with  t'leld  research  studies  (including  iclephone.  reproduction,  ei^  ) 
will  be  billed  at  cost  and  are  e.'siimaied  to  be  less  than  5"o  of  ihe  total  project  fee  of  SI  2.000, 


B.       Schedules  -  To  be  nuiuiallv  dctcmiined  bv  Hitachi  Data  Sv'stenis  and  INPl.T. 


QUALIFICATIONS/STAFFING 
.A  Qualifications 

INPUT  is  wiW  qualilled  to  assist  Hitachi  Data  S\  steni>  in  prov  iding  the  desired  infoiwation.  .  Vs  a 
leading  market  research  and  consulting  firm  to  the  infonnation  services  industry.  IN  PI  "T  has  1 7 
years  of  e\-perience  in  anah  zing  markets,  \  endor  strategies,  user  requirements  and  customer 
satisfaction.  More  specificalh.  INPUT  has  conducted  both  custom  and  syndicated  field  research  on 
the  pricing  strategies  of  professional  ser\'ices  and  other  iiifonnaiion  serx  ices  \  endors. 

INPUT'S  internal  interviewing  start' conducts  o\er  6.0n0  user  nuerv  iews  a  year  wiih  infonnativ^n 
SNStems  and  operating  executi\es  of  buying  llmis.  The\  are  knowledgeable  abvmi  the  indu.^tn  and 
well-trained  in  obtaining  issue  and  opinion-related  iniormaiion  in  addition  lo  statistical  data. 
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Hitachi  has  utilized  INPUT  in  previous  custom  engage rnients  lo  obtiiin  mission  crit/cal  mlbmiation 
of  a  propriei:ir\  nature,  / 


0. 

B 


Staffing 


This  engagement  w  ill  be  under  the  ov  erall  directio 
and  General  Manager  of  INPIT.    j  ^^^^  ^ 

DURATION  OF  THIS  PROPOSAL'S  VALIDITY 

This  proposal  will  remain  \  alid  for  a  period  of  15  davj . 
AUTHORIZATION  ^ 

Authorization  of  this  project  may  be  complete^^tiy  s 
INPIT.  together  with  ilie  initial  pa>nient  of  sO.OOO 
cop>-  of  the  proposal  will  be  returned  to  Hitachi  Data  ^stents. 

AUTHORIZED  BY: 
INPUT 


)  ^\'ayson.  \'ice  President___^  c| 

sigj  ing  and  returning  a  copyot  tlie  proposal  to  ^Y%i^ 
I 'pon  acceptance  by  INPIT.  a  countersigned  yjSji^ 
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HITACHI  DATA  SYSTEMS 
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COMPETITIVE  PROPOSAL  ANALYSIS 
For:  Hitachi  Data  Systems 


BACKGROUND  AND  OBJECTIVES 

A.  Bdckgroiuid 

The  U.S.  markei  for  compiiier  luirduare  and  related  seiA  ices  is  incrcasingh"  conipeiiiiv  e  Hitachi 
Daia  Systems  (HDS).  a  premier  supplier  in  botli  ilie  tiiil  i^ysTeni  and  D.ASD  markei  <egnienls.  tlnds 
itseJf  in  ver>  co^lpeli^i^•e  bidding  siuiaii.ins  in  boili  ofilK-se  markets.  Field  feedback  indicaics  iliai 
:hi's  pricing  and  conipi.'iilor>'  di>ci.uinting  practices  are  the  major  factor  contrihutint;  to  lusi  hid- 
;hi  wtiuid  hke  lo  gain  a  more  objecti\e  and  qiiantilied  assessment  ol'jusi  uliat  factors  ^^OI•k  f 
againsi  them  in  compeiitiv  e  situations,  and  has  asked  INPI  T  to  dc\  clop  a  field  research 
proposal  thai  would  meet  the  f<illo\\ing  objecti\  es: 

B.  Objecti\  es 

•  Deteniiine  the  discriminating  tactors  thai  are  priminy  in  making  the  diflerence  iietu  cen  a  "".\m' 
and  "lose"  siuiaiion  for  Hitachi. 

•  Quantity'  The  difference  between  Hitachi's  and  the  v\  injiing  or  losing  proposer's  price  \TtRT«-^fH«v' 

•  Provide  analysis  and  recommendations  as  to  what  1  liiachi's  .vtrateg}-  siioiild  be  to  increase  ii.> 
bidding  success  rate. 


SCOPE 

•  Given  the  difllculiy  of  obtaining  accurate  competitiv  e  pricing  pricing  inlbnnation  ilu-ough 
traditional  research  techniques.  IXPIT  proposes  thai  the  initial  engagement  be  limited  to  a  pilot 
study  analyzing  20  compeiitn  e  situations  to  cenil'v  the  propi.>sed  meihodologv ,  .Assuming 
cenification  of  the  approach,  a  Ibllow-on  proposal  will  bo  de\e!oped  expanding  the  samjile  lo 
obtain  .siaiisiically  signitlcant  results 

•  The  sample  for  the  pilot  will  be  restricted  to  bidding  situatioas  that  took  place  m  the  United 
Slates  and  Canada. 


•    Even  thougji  pricing  appears  to  be  the  priman'  consideration  according  to  field  sales  feedb;ick. 
INPUT  will  attempt  to  deteniiine  the  influence  of  other  factors  such  as  bundled  ser\  ices, 
software  and  suppon  on  the  e\  aiuaiion  process. 
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Te:  Silly  Slatton  From:  R.  Oennlc  W«y«on 


INPUT  will 


METHODOLOGY 


analysis.  'TAs  indicates-i  under  SCOPE,  ajaniple  of  2U  companies  will  be  intervieued  for  the  pil<'i. 
IXPIT  will  attempt  to  balance  the  syntple  in  tenns  of  "u  on"  and  "lost'*  situations,  and  anticipuio 
thai  it  n  ill  require  a  nunimuni  of  2  interviews  per  company  lo  obtain  the  required  infomiation.  To 
facilitate  the  interview  process  Hitachi  will  provide  INPI.T  with  the  name>  and  initial  contact  point- 
of  a  niininiun)  of  50  tlnns  (bidding  situations)  in  which  ;i  decision  uas  reached  by  Hitachi's  prospect 
within  the  last  si\  months.  To  the  evtent  possible  the  biddins  situations  provided  sii>'uld  be  balanced 
between  "wins"  and  "lose^".  The  information  pnn  ided  !-'y  Hitachi  uould  include: 


9^ 


•  The  nanie  of  the  tlmi 

•  Name  address  and  telephone  number  of  the  primary  contact  point 

•  Names  and  telephone  numbers  of  an>  other  contacts  relevant  to  the  bid  fas  a\  ailablci 

•  A  description  of  the  package  of  products  and  scr."icc>  included  in  the  bid 

Tlie  actual  project  uill  proceed  as  follows: 

•  INPIT  will  prepare  an  inter^■ie^\  guide  designed  to  meei  the  study  objectives  for  re\  iew  with 
Hitachi.  Tlie  inter^"iew  guide  will  contain  both  open-ended  and  structured  questions  In  addition 
to  capturing  the  appropriate  demographic  inlbnnatii-n.  the  inter\  ie\\  guide  will  fociw  on  the 
following  aspeas  of  the  prospect  client's  e^■aluation  process. 


Pre-propoNfll  eonununications 

Proposal  content  (did  it  meet  client  expeantionsi 

Soft  e\"aluation  critieria  (tecltnical.  suppoit.  and  service) 

Post-proposal  pre-decision  suppon 

Pricing 

Differentiators  in  the  competitor's  offering 

The  utilization  of  omside  consultants  in  thcsTvaluation  process 


attempt  w  ill  be  made  to  get  "hard"  data  on  actual  compeiiii\  e  prices.  Howe\  er.  u  is  more,/' 
likeh"  liiat  interviewees  will  be  inclined  to  respond  b^  citing  percent.ige  differences  between 
Hitachi's  and  us  eompetiiors'  prices  


adjustments, 

lilTj)  in,  .1. 


ivview  the  inIe^"ie^^■  guide  and  make  an\  \ivvessary 
''T'l"   i  jiillii  .iiif 'liii  ill  ii.Jfn^g^' 


A  minimum  of  10  inteV^"iews  will  be  conducted  to  determine  the  \'ia'bilit>  of  the  process.      5"^.  US 
INPlT's  project  manager  will  analyze  the  results  of  this  prelinlhlaIy^^lter^"ie^\  set  and  meet  \\iili 
Hitachi  to  discuss  any  reconuneiided  changes  to  either  the  interv  iew  guide  or  the  process. 
.Assumina  a  co-ahead,  the  remainin"  inter\"iew>  will  be  conducted. 
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•    INPIT  u  ill  prepare  a  5  to  lo  page  analysis  ol'ihe  pilot  results,  and  meet  with  Hitachi  to  rev  iew 
the  resuhi.  ol'the  pilot  study. 

DELIVERABLES 


Fomial  inten  iew  gm'de  tor  ohmining  the  field  data  required  tor  the  analysis 

Mid-project  review  of  results  \o  date,  including  reconinicndations  tor  changes  in  iIk-  appnmch  xr 

inteniew  structure  ^-L 

Written  report  analyzing  the  data  ohtained  and  reconinicndations  for  they<5Titinu_ation  ofijic    _  . 
project         ^«/v^6j  ^t^chj  C^i/^  rri^f:^.  '-^  C c^^C-fifi  t-"^        t^ya...h  "^^'^      '    ,  .  , 
On-site  presentation  of  the  rcpon  and  recoinniendaiions       //y/"/T  ^ '^''^   /^lO'^^-^^^-  <5  r    '0^    ■  , 


'V 


presentation  of  the  rcpon 
.A  list  identify  ing  inien  iewees.  (This  will  Iv  done  on  a  best-et^ons  liasis.  Inierv'iewees  w  ill  be 
asked  if  their  names  ma\  he  i:i\en  to  INPUT'S  clieiH  ) 

r,!^  J^^EES  AND  SCHEDULES 


Fees 


INPlT's  Total  fee  for  the  pilot  .«>tudy  is  SI 2.000: -S1cfi£iiipa\ able  upon  authorizatioii.  •T^iinirrg-rmr^^  ^ 
a  go-ahead  occurs  atkr  the  first  ten  inter\-ie\vs  ha\-e  been  completed,  the  remaining  fee  of-^*^©  "r^'f^*^^^ 
will  be  due  upon  completion  of  the  .<UKi\'  report  and  presentation  of  the  results  to  Ilitaclii  Dat.i  ■H^'i.."/  (■ 
Systems.  In  the  e\  ent  the  project  is  abandoned  at  the  mid-project  re\-ie\v  .  the  total  fees  will  bo 
SS.Oi^  plus  incidemal  e.\pcnscs  as  described  below. 

(!)thermcidentii/costs  associated  with  field  research  studies  (including  iclephone.  reproduction,  et^  \ 
will  be  billed  at  cost  and  are  estimated  to  be  less  than  .^"o  ofihe  total  project  fee  of  SI  2. uOO, 


B, 


.Schedules  -  To  be  muttuillv  dctcmiined  hv  Hitachi  Data  Svstems  and  INPl  T. 


QUALIFICATIONS/STAFFING 
.A.  QuaUncations 

INPIT  is  well  qualilled  to  assist  Hitachi  Data  S>  steni>  in  prov  iding  the  desired  infoniution.  .Vs  a 
leading  market  research  and  consulting  fmn  to  the  infonnation  serv  ices  indusiiA  .  IN  PI 'T  has  1 7 
years  of  e\-perience  in  anah  zing  markets,  v'endor  strategies,  user  requii  emenis  and  customer 
satisfaction.  More  specitlcallv.  I.NPUT  lias  conducted  both  custom  and  svndicated  field  research  on 
the  pricing  strategies  of  professional  ser\'ices  and  other  inllmnation  ser\-ices  vendors. 

INPUT'S  internal  interviewing  staff  conducts  over  6.flo0  user  mierviews  a  year  with  infoniiativMi 
systems  and  operating  e.xecutives  of  buying  flmis.  Thev  are  knowledgeable  about  the  mdustn  and 
well-trained  in  obtaining  issue  and  opinion-related  information  in  addition  lo  statistical  data. 
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Hitachi  has  milized  IXPIT  in  previous  custom  engag  inieiiis  to  obtain  mission  crit/cnl  inlbmution 
of  u  proprieuiiA  nature.  / 
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,  proprietary  nature 
B.  StafTiiig 

Tliis  engagement  will  be  under  the  overall  direction  ofR.  Dennisi0^\)  Wayson.  \'ice  President 
and  General  Manager  of  INPIT.    j ^^^^  fC ^        "^"^  /' 

DURATION  OF  THIS  PROPOSAL'S  VALIDITY 

This  proposal  will  remain  valid  for  a  period  of  15  dav . 
AUTHORIZATION  ^  ^  '-^ 


^^'ayson.  ^'ice  Presid^nt^  \^ 


  .  ^<-^i_iMlS^jf^, 

Authorization  ot  this  project  may  be  complete/by  sigj  ing  and  returning  a  copyot  tlie  proposal  to^  """s^ 
IXPIT.  together  w  ith  the  initial  pa>ment  of  50.000.  \  pon  acceptance  by  IN  PIT.  a  countersigzied 
copy  of  the  proposal  will  be  returned  to  Hitachi  Data  Systems. 
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Research  Consulting  Proposal  -  August  13,  1992 

COMPETITIVE  PROPOSAL  ANALYSIS 
For:  Hitachi  Data  Systems 


BACKGROUND  AND  OBJECTIVES 

A.  Background  ; 

The  U.S.  market  for  computer  hardware  and  related  services  is  increasingly  competitive.  Hitachi 
Data  Systems  (HDS),  a  premier  supplier  in  both  the  full  system  and  DASD  market  segments, 
finds  itself  in  very  competitive  bidding  situations  in  both  of  these  markets.  Field  feedback 
indicates  that  Hitachi's  pricing  and  competitors'  discounting  practices  are  the  major  factor 
contributing  to  lost  bids.  Hatachi  would  like  to  gain  a  more  objective  and  quantified  assessment 
of  just  what  factors  work  for  and  against  them  in  competitive  situations,  and  has  asked  INPUT  to 
develop  a  field  research  proposal  that  would  meet  the  following  objectives: 

B.  Objectives  ; 

•    Determine  the  discriminating  factors  that  are  primary  in  making  the  difference  between  a 
"win"  and  "lose"  situation  for  Hitachi. 


•  Quantify  the  difference  between  Hitachi's  and  the  winning  or  losing  proposer's  price  where 
price  is  indicated  as  the  leading  or  primary  differentiator. 

•  Provide  analysis  and  recommendations  as  to  what  Hitachi's  strategy  should  be  to  increase  its 
bidding  success  rate. 

SCOPE 


•  Given  the  difficulty  of  obtaining  accurate  competitive  pricing  pricing  information  through 
traditional  research  techniques,  INPUT  proposes  that  the  initial  engagement  be  limited  to  a 
pilot  study  analyzing  20  competitive  situations  to  certify  the  proposed  methodology. 
Assuming  certification  of  the  approach,  a  follow-on  proposal  will  be  developed  expanding  the 
sample  to  obtain  statistically  significant  results. 

•  The  sample  for  the  pilot  will  be  restricted  to  bidding  situations  that  took  place  in  the  United 
States  and  Canada. 

•  Even  though  pricing  appears  to  be  the  primary  consideration  according  to  field  sales  feedback, 
INPUT  will  attempt  to  determine  the  influence  of  other  factors  such  as  bundled  services, 
software  and  support  on  the  evaluation  process. 
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Competitive  Proposal  Analysis  -  Hitachi  Data  Systems 


METHODOLOGY 

INPUT  will  utilize  telephone  interviews  to  obtain  the  field  data  required  to  perform  the  proposed 
analysis.  As  indicated  under  SCOPE,  a  sample  of  20  companies  will  be  interviewed  for  the  pilot. 
INPUT  will  attempt  to  balance  the  sample  in  terms  of  "won"  and  "lost"  situations,  and  anticipates 
that  it  will  require  a  minimum  of  2  interviews  per  company  to  obtain  the  required  information.  To 
facilitate  the  interview  process  Hitachi  will  provide  INPUT  with  the  names  and  initial  contact 
points  of  a  minimum  of  50  firms  (bidding  situations)  in  which  a  decision  was  reached  by  Hitachi's 
prospect  within  the  last  six  months.  To  the  extent  possible  the  bidding  situations  provided  should 
be  balanced  between  "wins"  and  "loses".  The  information  provided  by  Hitachi  would  include: 

•  The  name  of  the  firm 

•  Name  address  and  telephone  number  of  the  primary  contact  point 

•  Names  and  telephone  numbers  of  any  other  contacts  relevant  to  the  bid  (as  available) 

•  A  description  of  the  package  of  products  and  services  included  in  the  bid 

The  actual  project  will  proceed  as  follows: 

•  INPUT  will  prepare  an  interview  guide  designed  to  meet  the  study  objectives  for  review  with 
Hitachi.  The  interview  guide  will  contain  both  open-ended  and  structured  questions.  In 
addition  to  capturing  the  appropriate  demographic  information,  the  interview  guide  will  focus 
on  the  following  aspects  of  the  prospect/client's  evaluation  process. 

-  Pre-proposal  communications 

-  Proposal  content  (did  it  meet  client  expectations) 

Soft  evaluation  critieria  (technical,  support,  and  service) 

-  Post-proposal/pre-decision  support 
Pricing 

Differentiators  in  the  competitor's  offering 

-  The  utilization  of  outside  consultants  in  the  evaluation  process 

An  attempt  will  be  made  to  get  "hard"  data  on  actual  competitive  prices.  However,  it  is  more 
likely  that  interviewees  will  be  inclined  to  respond  by  citing  percentage  differences  between 
Hitachi's  and  its  competitors'  prices. 

•  A  meeting  will  be  held  with  Hitachi  to  review  the  interview  guide  and  make  any  necessary 
adjustments.  At  that  meeting,  Hitachi  will  provide  INPUT  with  the  information  (discussed 
above)  necessary  to  construct  the  pilot  sample. 

•  A  minimum  of  10  interviews  will  be  conducted  to  determine  the  viability  of  the  process. 
INPUT'S  project  manager  will  analyze  the  results  of  this  preliminary  interview  set  and  meet 
with  Hitachi  to  discuss  any  recommended  changes  to  either  the  interview  guide  or  the  process. 
Assuming  a  go-ahead,  the  remaining  interviews  will  be  conducted. 
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•  INPUT  will  prepare  a  5  to  10  page  analysis  of  the  pilot  results,  and  meet  with  Hitachi  to 
review  the  results  of  the  pilot  study. 

DELIVERABLES 

•  Formal  interview  guide  for  obtaining  the  field  data  required  for  the  analysis 

•  Mid-project  review  of  results  to  date,  including  recommendations  for  changes  in  the  approach 
or  interview  structure 

•  Written  report  analyzing  the  data  obtained  and  recommendations  for  the  continuation  of  the 
project 

•  On-site  presentation  of  the  report  and  recommendations 

•  A  list  identifying  interviewees.  (This  will  be  done  on  a  best-efforts  basis.  Interviewees  will  be 
asked  if  their  names  may  be  given  to  INPUT'S  client.) 

FEES  AND  SCHEDULES 

A.  Fees  "    '  ■  ,    .   ■      .      i  * 

INPUT'S  total  fee  for  the  pilot  study  is  $12,000;  $8,000  payable  upon  authorization.  Assuming 
that  a  go-ahead  occurs  after  the  first  ten  interviews  have  been  completed,  the  remaining  fee  of 
$4,000  will  be  due  upon  completion  of  the  study  report  and  presentation  of  the  results  to  Hitachi 
Data  Systems.  In  the  event  the  project  is  abandoned  at  the  mid-project  review,  the  total  fees  will 
be  $8,000  plus  incidental  expenses  as  described  below. 

Other  incidental  costs  associated  with  field  research  studies  (including  telephone,  reproduction, 
etc.)  will  be  billed  at  cost  and  are  estimated  to  be  less  than  5%  of  the  total  project  fee  of  $12,000. 

B.  Schedules  -  To  be  mutually  determined  by  Hitachi  Data  Systems  and  INPUT. 

QUALIFICATIONS/STAFFING 

A.  Qualifications 

INPUT  is  well  qualified  to  assist  Hitachi  Data  Systems  in  providing  the  desired  information.  As  a 
leading  market  research  and  consulting  firm  to  the  information  services  industry,  INPUT  has  1 7 
years  of  experience  in  analyzing  markets,  vendor  strategies,  user  requirements  and  customer 
satisfaction.  More  specifically,  ENPUT  has  conducted  both  custom  and  syndicated  field  research 
on  the  pricing  strategies  of  professional  services  and  other  information  services  vendors. 

INPUT'S  internal  interviewing  staff  conducts  over  6,000  user  interviews  a  year  with  information 
systems  and  operating  executives  of  buying  firms.  They  are  knowledgeable  about  the  industry 
and  well-trained  in  obtaining  issue  and  opinion-related  information  in  addition  to  statistical  data. 
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Hitachi  has  utilized  INPUT  in  previous  custom  engagements  to  obtain  mission  critical  information 
of  a  proprietary  nature. 

B.  StafTing 

This  engagement  will  be  under  the  overall  direction  of  R.  Dennis  (Denny)  Wayson,  Vice  President 
and  General  Manager  of  INPUT. 

DURATION  OF  THIS  PROPOSAL'S  VALIDITY 

This  proposal  will  remain  valid  for  a  period  of  1 5  days. 
AUTHORIZATION 

Authorization  of  this  project  may  be  completed  by  signing  and  returning  a  copy  of  the  proposal  to 
INPUT,  together  with  the  initial  payment  of  $8,000.  Upon  acceptance  by  INPUT,  a 
countersigned  copy  of  the  proposal  will  be  returned  to  Hitachi  Data  Systems. 


AUTHORIZED  BY: 
INPUT 


ACCEPTED  BY: 
HITACHI  DATA  SYSTEMS 


Signature 


Signature 


Name 


Name 


Title 


Title 


Date 


Date 
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Property  of  -  INPUT 


PROJECT  WORK  STATEMENT 


TITLE       COMPETITIVE  PROPOSAL  ANALYSIS 


CLIENT 


HITACHI  DATA  SYSTEMS 


CONTRACT:  ATTACHED 


TO  FOLLOW 


LETTER 


VERBAL 


PROJECT  LEADER    n^nny  Uayann  PROJECT  CODE  YWHIT 

DATE  STARTED  PLANNED  COMPLETION  DATE 


LEVEL  OF  EFFORT (Professional  Man  Days)_ 


TOTAL  CONTRACT  VALUE:  $  or  h  $12,000 


REVENUE  DISTRIBUTION  (%  or  $)  INPUT  US_ 
REIMBURSABLE  EXPENSES:  NO 


INPUT  LTD 


YES 


EXP.  BUDGET 


TO  COVER:  TRAV: 
TELE: 

RPT.  PREP. 
OTHER: 


BILLING  SCHEDULE  DESCRIPTION 


DISTRIBUTION 

CONTRACT  FILE 
LIBRARY  FILE 
NEW  JERSEY 
INPUT  LTD. 

Originator 


SHEILA  (Y&Z  onl 
BINDER  COPY 

Date  Typed 


PROJECT  DESCRIPTION 


INDICATE  TYPE  OF  WORK:     REPORT  PRESENTATION 


THANK  YOU  PACKAGE:  YES  NO 


INPUT 


3 


J 


i 


PROJECT  SCHEDULE  (Q3-1992) 


•Corporate  Week  "Ending  Dale  tWor1<ing  Days;  ( )  UK 


INPUT' 


JULY 

27* 

28 

7/3** 

7/10 

4(5)t 

5 

AUGUST 


SEPTEMBER 


Activity 


Name 


Ad.  I  Factor 
Days 


ESDs 


29 
7/17 
5 


30 
7/24 
5 


31 
7/31 
5 


32 
8/7 
5 


33 
8/14 
5 


34 
8/21 
5 


35 
8/28 
5 


36 
9/4 
5(4) 


37 

38 

39 

9/11 

9/18 

9/25 

4(5) 

5 

5 

■r 


TOTAL  PLAN  SR. 


;2  TOTAL  PLAN  RA 
O 


TOTAL  PLAN  ESDs 


o 

o  TOTAL  SPENT  SR. 
3 


S     TOTAL  SPENT  RA 


Depl/Pro).  Code: 
PfoJ.  Manager;  _ 


Acllvlly/Pro|ect  Name: 
  Date: 


Prepared  by:  

Page  ol 


4 


i 


PROJECT  SCHEDULE    (Q4-1991)   'Corporate  Week  "Ending  Date  fWorking  Days;  ( )  UK  INPUT 


OCTOBER 

NOVEMBER 

DECEMBER 

Activity 

Name 

Act.  1  Factor!  ESDs 
Days  i 

40*      41   i   42   1  43 
i  1 0/4  i  1 0/1 1 ;  1 0/1 8  1 1 0/25 
1    5t  i    5    i    5    j  5 

44    \  45 
11/1  1  11/8 
5  5 

46 
11/15 
5 

47 
11/22 
5 

48 
11/29 
3(5) 

49   i   50    1  51 
12/6  112/13  12/20 
5    j    5    1  5 

52 
12y^1 
5(4) 

 j  i  

 1  1  1  i  

 1  j  i  (  

 1  \  

 1  1  

 1 1 

 i  i  

 1  j  

 1  1  i  \  

 i  1  

 1  1  

TOTAL  PLAN  SR. 

i 

TOTAL  PLAN  RA 

T/~»TAI    Dl  AM  CCHe 
1  U  1  AL  rLAIN  toUS 

TOTAL  SPENT  SR. 
TOTAL  SPENT  RA 

Dept/Proj.  Code: 
Proj.  Manager:  _ 


Activity/Proj.  Name: 
  Date: 


Prepared  by:  

Page  of 


INPUT  ^  QOtlBDEinjAL— Property  of  INP'  ' 

CONTACT  REPORr 

lniL.^^<v!g^  .\ni{l^^^l^  □  INPUT  office  B<^  Office  DOthar  


Supriro  Sei 

Vice  President  MarKeiing  and 
Competitive  Analvsis 


Hitachi  Data  Systems 

"50  Central  Exoressway 
MS  32/06 

Post  Odice  Box  54996 
Santa  Clara.  CA  95056.0996 
Telepnone  408.970  4889 
Fax  408  748.8451 


r-BA. 


Contact  Date:  py/  py  /^^ 
Date  Written:    "       .      /  , 


DISTRIBUTDN: 
Action  Info. 


ProgTProj.  ID, 


By  When 


Describe  Action-F/U 


i/-  "  \^   —  -  li— :  M  ME= 


^ ^^'-^  '-  ^^(^   'f  -h^-^  cLfaL;^u^   ^.rcJLj^^  J^LJi.y  xJrjf-, 


'<r^^^  r^J^-^   (\../f.Jy  r-,..,i7..  ^  U.J.    JJ:^^^^  e^.^  ^ 


7"  ^^T-  ^  /■^ 


J    "  '  "  '  ^  f  '>-T  :  '-'^-1   


O-CuiittfTued  over 


M&S  30001  091  (R) 


INPUT 


INPUT 


Staff:  Init    Iduu^       \n\l.C^^.riLA^  □  INPUT  office 


£QMEU2£l£DAL— Property  Of  INPUT  ^ 

^  CONTACTBEPORT 

StJlient  Office  □( 


)  Other 


Contact  Date:  q     /  p  </  I  <y  ^ 


Jokn  0.  Staedke 

Executive  Vice  President.  Marketing 


Hitachi  Data  Systems 

750  Central  Expressway 
MS  32/02 

Post  Office  Box  54996 
Santa  Clara.  CA  95056  0996 
Teleonone  408.970  4317 
Fax  408  988  0651 


f-ax: 


DISTRIBl 
Action 

JTION: 
Info 

II IIU. 

oy  wnen 

ProgTProi.  ID 

Describe  Action-F/U 

'u^  (/Ap^   ''^"'^^  U-*^ 


esL.'y.'^-r-r-J 


T 


Continued  over 

tUS  30001  »31(R) 


Mail-List  Change  Order  1.  ^Update    □  correction    □  Deletion    CS-A^NorT'^erial  Number 


2.  Customer  Type:  B^ndor     □  Others     □  Ktodia     □  User 


3.  Newsletters:  □  EDI    □  Field  Service    □  Other 

4.  Vendor  Vendor  Type— □  Client    □  Former/Report  Client  &1*rospoct 


•  Contact  Levet—  B'^fxecutive     □  Acquisition    □  Intemational     □  Other 

•  If  Exec,  or  Other  Contact  Level— Q^^intenance   O-E^uipment   □Communications   □  Others  "B'TntoTsvc. 

•  If  Info.  Services—  [3-^i\jmkey  &  Software     □  Network  &  Processing    m^S^stems  Integration    OPfofessional  Svc. 


5.  If  User  UserTyp»— □  Client    □  Former/Report  Client    □  Prospect 

•  Comm.  Contact  Level— □  Executive    □  IS  Mgmt.    □  Other 

•  Fed.  Contact  Level—  □  Executive    □  Acquisition    □  Prog.     □  Manager/Technical    □  Other 

•  If  Fed.  Executive—  □  Info.  Resource  Mgr.    □  Asst.  Secretary    □  Commander  (Military)    □  Agency  Head 

•  If  Fed.  Other—  □  Laboratory    □  NIS    □  Users    □  GSA 


'  No  names  will  be  added  without  a  completed     Program  Manager 
change  order  and  program  manager  approval.  Authorization  /O'-*^ 


Name  


CONTACT  REPORT 


COMPANY:  HITACHI 


NAME 

TITLE: 
ADDRESS : 


PHONE ; 
FAX: 


Ms.  Sallay  Statton 


408-970-1067 


INIT:  RDW 
INIT: 

CONTACT:  9/11/92 
WRITTEN:  9/11/92 
TYPE:  Telephone 

REASON:  Research 
RELATING  TO:  YWHIT 


DISTRIBUTION:  Frazee 

Call  9/14/92      Review  of  questionnaire 

Meeting  /  / 

ToDo  /  / 


Name 


============ACTION  ITEMS  OTHER==== 

Action  Description  (Include  Date) 


200     RANGE  FOR  COMMENTS   :     9/11/92  ? 

9/11/92  :  Left  Sally  a  message  indicating  that  we  had  been  working 
with  our  orignal  shot  at  the  questionnaire  and  had  incorporated  some  o 
her  suggestions,  but  that  we  needed  to  either  conference  call  or  get 
together  to  finalize  the  approach.     Told  her  she  could  leave  me  a  voic 
message  about  her  availability. 


MAIL  LIST  UPDATE: 


